Providing appropriate and timely forestry information and education to nonindustrial private forest (nonindustrial private forestland (NIPF)) landowners is vital for encouraging sound forest management on their lands. Since NIPF landowners are a heterogeneous group who value their forests for varying reasons, outreach efforts targeted to them should consider this diversity. This study uses a market segmentation approach to separate Michigan's NIPF owners into meaningful subgroups based on their ownership reasons. Four landowner segments were identified in the northeastern Michigan study region. The use of communication materials and their preference for the future is then analyzed for each landowner subgroup. Given that outreach and extension services have limited resources, audience segmentation and tailoring outreach materials and methods specific to target audience could be an effective approach for reaching landowners.
N onindustrial private forest landowners are the principle forest ownership group in the United States, holding 38% of the country's forestland (Smith et al. 2009 ). These forestlands provide myriad social, economic, and environmental benefits (Best 2002) . It is, therefore, important that NIPF lands be managed for present use and to maintain options for the future. Outreach and education about forest stewardship could play a key role in keeping NIPF lands healthy and vibrant for future generations (English et al. 1997) ; however, it is not easy to reach NIPF landowners with forestry information as they vary in demographics, psychographics, forest ownership reasons, and ownership char-acteristics (Mueller 2011 , Salmon et al. 2006 . Because NIPF owners are such a diverse group, providing beneficial basic information about forest management, which relates to them, has been difficult (Radhakrishna et al. 2003) . Extension educators, forest managers and the forest industry have been searching for effective ways of communicating the importance of forest management to private landowners (Butler et al. 2007 ). Likewise, delivering information on forest stewardship to NIPF owners has been the primary objective of state and natural resource agencies (Petersen 2006) .
Studies have shown that the forestry community usually interacts with model landowners who are already involved in ac-tive forest management, while neglecting the ones who are less active and less approachable (Butler et al. 2007, Peterson and Potter-Witter 2006) . To be more inclusive, forestry resource professionals need to better understand NIPF owners and their varied management objectives (Butler et al. 2007, Finley and Kittredge 2006) . This information is crucial for developing appropriate communication strategies that are efficient and effective at reaching landowners with diverse interests.
One-on-one communication is likely the best approach for impacting a diverse group of landowners; however, resources and time make this infeasible. The next best alternative would be to group landowners on the basis of some common characteristics and to use a communication strategy that fits their learning preferences. By focusing on their attitudes and behaviors, NIPF owners can be segmented from the broad general audience with many interests into specific audiences with similar interests and common needs. Past studies (Surendra G.C. et al. 2009 , Finley and Kittredge 2006 , Salmon et al. 2006 have used a market segmentation approach to group NIPF owners into more homogeneous subgroups. As out-reach to landowners is a high priority to policy makers and forest management agencies, large sums of money are dedicated to such programs each year. It is, therefore, imperative that the methods used to reach NIPF owners be effective at reaching landowners with varying interests.
Educational materials designed to reach forest landowners range from printed publications to field tours. Just as landowners' objectives are different, so do the ways in which they desire to receive informational materials. Conservation educators agree that no one method is the most effective at reaching landowners (Petersen 2006) . Petersen (2006) suggests that, to increase the effectiveness of outreach programs, three factors need to be considered; first, the audience, second, the objectives for reaching them, and third, their needs. This study intends to discover the landowner audiences that exist in northeastern Michigan and identify the communication methods deemed useful by them. The data obtained from a mail survey of NIPF landowners in northeastern Michigan was used to obtain landowner segments based on their indicated forest ownership objective. Past use and future preferences for different communication methods were then analyzed for each landowner segment. The results obtained are expected to provide extension educators, forest managers, and forest industry with insight on how to better communicate with a diverse NIPF landowner audience. The study results are specific to northeastern Michigan, but may be expected to be more broadly applicable.
Materials and Methods

Survey Design
Data for the study was collected using a mail survey of 1600 randomly selected NIPF owners with at least 20 acres of forestland in northeastern Michigan. Landowners having less than 20 acres were not included in the survey since they are less likely to be engaged in forest management activities (Joshi and Mehmood 2011 , Conway et al. 2003 , Kennedy 2001 . Over 58% of Michigan's timberland is located in the northeastern region of the state, with private owners owning approximately 52% of it (Mueller et al. 2012 ). Since there is no existing list of NIPF landowners available for Michigan, the list of landowners was acquired by first randomly selecting townships within the counties and then randomly selecting sections within the townships. There were 29 counties and 334 townships in total in the study region. To determine if the sections were forested, Michigan land cover data acquired from the National Oceanic and Atmospheric Administration (NOAA) website (2006) along with county and section shape files from the Michigan Geographic Data Library website were used. The data were loaded into ArcGIS 9.3 where forested area percentages were calculated within the sections. The sections were examined for forestland cover and those with at least 50% of the land area covered by forests were retained in the sample. For the selected sections, the mailing address of all property title holders owning at least 20 acres was acquired by contacting each county equalization office which then sent the list of names, area owned, and addresses.
The survey was conducted in the winter of 2010 following the modified Dillman method (2000) . It involved sending presurvey postcards, a first round of questionnaire along with a cover letter describing the purpose of the research, reminder postcards, and then second wave of survey to the landowners. The questionnaire included sections that asked for landowner demographic characteristics, forest management activities, and their use of, as well as perceptions regarding various forestry outreach materials. After taking into account the seven undeliverable addresses, the total responses received were 628, giving an overall response rate of 39%. To check for nonresponse bias, landowner variables from early and late respondents were tested with t-tests and Mann-Whitney U tests as suggested by Armstrong and Overton (1977) . According to the authors, if the responses of early and late respondents (those that respond immediately after receiving the survey and those that need additional stimulus, for example, a second wave of survey to respond) are simi-lar, then generalizing the response data across the sample population should be valid. No significant differences between early and late respondents were observed.
To understand landowner motivations for forestland ownership, landowners were asked to rate each of 11 reasons for owning forest property (Table 1) . For each option, the landowner could indicate his/her reason using a 5-point Likert scale with 1 indicating very important, 3 indicating neutral and 5 indicating not important.
Principal component analysis (PCA) was applied to reduce the correlation between specified ownership reasons and to group them. PCA is a statistical tool used to reduce the number of variables based on their correlation while still accounting for most of the variance in the original dataset (Majumdar et al. 2008) . In this study, PCA reduced 11 ownership reasons into three composite variables or principal components (PCs) using varimax (variance maximizing) rotation. The rotated matrix sorted the correlated values and placed each of the ownership reasons into one of three principal components based on the associated correlations (Table 1) .
Principal component one combined four reasons for owning forest property: "to enjoy beauty or scenery," "to protect nature and biologic diversity," "as part of my home, vacation home, farm, or ranch," and "for privacy."
Principal component two combined four reasons for owning forest property: "for land investment," "for cultivation or collection of nontimber forest products," "for production of firewood or biofuel," and "for production of sawlogs, pulpwood, or other timber products."
Principal component three combined two reasons for owning forest property: "for hunting or fishing" and "for recreation other than hunting or fishing."
The variable "passing land on to my children or other relatives" was not included in any of the PCs, and was retained as a unique variable. Studies by Kennedy (2001) and Conway et al. (2003) suggest that NIPF owners value passing land on to their heirs, which affects their management decisions. To include this variable for conducting Kmeans cluster analysis, PCA was run again and four PCs were selected (Table 2) . This allowed the unit scale (factor scores) to be consistent across all PCs. A reliability analysis was conducted by computing Cronbach's alpha for each PC. Cronbach's alpha for PC1 and PC2 were 0.73 and 0.68, respectively, suggesting adequate internal consistency for these factors (Hair et al. 1998 ). However, for PC3, Cronbach's alpha value was 0.44. This low value suggests the need to use caution when interpreting results representing PC3.
Once the PCA was completed, K-means clustering was conducted using the factor scores obtained through PCA to create landowner segments based on their forestland ownership reasons. K-means is a commonly used clustering algorithm found in market segmentation studies (Chiu et al. 2001 , MacQueen 1967 , which minimizes within group differences but maximizes between group differences (Hair et al. 2006) . In K-means clustering, a researcher specifies the number of clusters desired; K representing the number of clusters selected. Once these clusters are selected, the search algorithm identifies the K points in the data that are not close to each other. Once these initial points are identified, K-means assigns each respondent to the cluster to which it is the closest. After each respondent is added to a cluster, a new cluster center is formed. These new cluster centers are formed by calculating the mean of all the points in the cluster. This process is repeated for the entire data set until the clusters become stable (Statistical Discovery Software Statistics and Graphics Guide 1995).
SPSS 18 © was used to perform the Kmeans analysis with two, three, and four cluster solutions. The four cluster solution was selected as the best fit to the data after comparing the results from each of the cluster solutions.
After each respondent was assigned to one of four clusters, exploratory and inferential statistics were conducted to examine differences among groups. Tests were con-ducted to identify differences with respect to landowner demographics, forest management activities, forest characteristics, ownership reasons, communication method use, and for communication method preference among the groups. Analysis of Variance (ANOVA) followed by Tukey's test and Kruskal Wallis test, and the Mann-Whitney U test were used to compare landowner segments based on forest characteristics, preference for communication, ownership reasons, and demographic variables. Pearson's Chi-square test was used to test forest management activities, communication usage, and gender. An alpha level of 5% was used for all statistical tests.
Results from Segmentation
Cluster analysis revealed four distinct groups of landowners according to their ownership reasons. Cluster one (Consumptive-use forest owners) contained 90 landowners, cluster two (Recreationists) contained 151, cluster three (Naturalists) contained 70, and cluster four (Multipleobjective forest owners) contained 193 landowners.
Consumptive-Use Forest Owners
Landowners belonging to this group value hunting or fishing as the most important reason for owning their forestland. They value hunting or fishing; however significantly less than do Recreationists and Multiple-objective landowners (Table 3) . Other important reasons held by members of this group include enjoyment of beauty and scenery, for land investment, for production of timber, and to bequeath forestland to their heirs (Table 3) . This group values land investment and bequeathing forestland significantly more than do Recreationists and value producing saw-logs, pulpwood, or other timber products significantly more than do Recreationists and Naturalists (Table 3 ). The Consumptive-use landowners seem to invest their time into hunting or fishing on their property as well as valuing the monetary and legacy values of their forest property. The average landowner belonging to the consumptive-user group is 63 years of age, with the median education level of some college, and an annual family income of $60,000 -$74,000 (Table 4) . A majority of these landowners reside away from their forest property and only 13% reside on their property ( Table 5 ). The median distance of travel for those not residing on their property is 30 miles. They own on average 202 acres of forestland, which is the largest average holdings of all groups. This is significantly higher compared to that owned by Recreationists and Naturalists (Table 5 ). Approximately 55% of the landowners in this cluster have conducted timber harvests in the past, which is a significantly higher percentage than that for Recreationists and Naturalists. Forty percent are willing to harvest timber in the future (Table 5) . When asked if they actively manage their forests (plant trees, thin/prune trees, harvest trees, control against pests, wildfire, etc.), 51% said that they do.
Recreationists
The important motivations for forestland ownership among the Recreationists are hunting or fishing, other recreation activities, privacy, forestland as a part of their home, to protect nature and biologic diversity, and to enjoy beauty or scenery (Table  3) . These landowners value forests for land investment and for cultivation or collection of nontimber forest products significantly less than do all other landowner clusters (Table 3). They place value on nature and experiences derived from being in nature such as hunting or fishing and other recreational activities. They seemingly place little value on the consumptive or monetary values the forest has to offer.
Landowners in this group are on average 60 years of age, have a median education level of a bachelor's degree and an annual family income ranging from $75,000 -$99,999, which is the highest among all clusters (Table 4 ). They own on average 110 acres of forestland and 25% of them use a portion of this land as their permanent residence (Table 5) . This group has a significantly greater number of resident landowners than do the Consumptive-use group. Nonresident landowners live a median distance of 150 miles from their forests. Approximately 32% of them have conducted timber harvests in the past, with 28% indicating that they plan to harvest in the future. Forty-six percent of them actively manage their forests (Table 5) .
Naturalists
Forest landowners in this group indicate that the values of enjoying beauty and scenery, protecting nature and biological diversity, the forest being a part of their home, and privacy are very important to them (Table 3) . Land investment is also somewhat important to this group. Hunting or fishing is valued significantly less than in all other clusters (Table 3) . Naturalists indicate a neutral value for recreation, and a somewhat unimportant value on hunting, which may imply that they enjoy observing nature rather than engaging in hobbies or practices that actively influence forest resources. They may in fact value land investment for the specific reason of protecting nature and maintaining a natural, untouched state within their forest.
Naturalist landowners are 63 years of age on average, with a majority being male much like all other clusters. In general, 85% of the respondents to the overall survey were male and 15% were female. The Naturalist landowner group, however, has a significantly higher number of female respondents (31%) than do all other groups (Table 4) . This is an important finding and could be a focus for future studies. The median education level for Naturalists is a bachelor's degree which is significantly higher than that for Consumptive-use forest landowners and Multiple-objective landowners ( Table 4 ).
The median range of annual family income is $60,000 -$74,000. These forest landowners have on average 88 acres of forestland, which is the smallest among all groups (Table 5). Landowners who use their forest property as the site of their permanent residence totaled 46%. This is significantly more than Consumptive-use owners and Recreationists (Table 5 ). Nonresident landowners live a median distance of 225 miles away. Approximately 41% of them have conducted timber harvests in the past with 28% indicating they will harvest in the future. Forty percent say that they manage their forests actively (Table 5) .
Multiple-Objective Landowners
These landowners responded to questions regarding forestland ownership objectives with a wide variety of values, all rated considerably higher than those in other landowner clusters. For land investment, as part of home, for privacy, to bequeath forestland, for cultivation or collection of nontimber forest products, for production of firewood or biofuel, and for production of sawlogs, pulpwood or other timber products are significantly more important reasons for Multiple-objective landowners compared to all other clusters (Table 3) . These landowners value beauty and scenery significantly more than do Consumptive users, protecting nature and biological diversity significantly more than Consumptive-use forest landowners and Recreationists, hunting or fishing and other recreation activities signif- Multiple-objective landowners are 58 years of age on average and are the youngest of all groups. They are significantly younger than Consumptive users and Naturalists (Table 4 ). The median education level for this group is some college with an annual family income of $60,000 -$74,000. Multiple-objective landowners own an average of 147 acres of forestland which is significantly larger than ownerships by Recreationists and Naturalists (Table 5 ). Forty-two percent of these landowners say their forestland is the site of their permanent residence; this is a significantly higher percentage than Consumptive-use owners and Recreationists ( Table 5 ). The landowners not residing on site live a median distance of 155 miles from their forest property. Approximately 53% of them have conducted timber harvests in the past with 46% indicating that they will harvest in the future. Seventy-one percent say that they manage their forests actively (Table 5) .
Communication Uses and Usefulness
Eleven sources for obtaining forestry outreach materials were listed in the survey to identify the present use and future usefulness of these methods in reaching landowners. Landowners were asked to indicate the communication methods they had used in the past, reasons for nonuse if they had not used a method, and their perception of how useful these methods are to them.
Approximately 41% of the respondents indicated they had not used any forestry informational materials in the past. This confirms findings from Salmon et al. (2006) , which suggest that high percentages of NIPF owners have not received forestry information of any kind. Of those who had not used one or more of the specified communication methods, 51% said they were not interested, 30% did not know where to get the information, and 15% said the information was not easily accessible. The most commonly used forms of communication were publications such as a book or a newsletter (34%), a newspaper or magazine article (33%), field tours (23%), and Internet/web information (22%). These same methods of forestry outreach were identified as useful by the respondents for use in the future.
Consumptive-use forest landowners have used the least number of forestry informational methods of all the clusters and also prefer a low percentage of them for use in the future. In fact, 58% of them have not used any form of forestry information in the past. The methods they have used the most are publications/books/newsletters (24%), newspaper or magazine articles (21%), and field tours (18%). CD-rom (3%) and radio programs (4%) have been used the least and none of the respondents have used video tapes (Figure 1) .
Approximately 59% of Consumptiveuse landowners preferred to use publications/books/newsletters which is their most preferred means of communication overall (Figure 2) . The least useful form of communication was radio programs (14%). Consumptive-use landowners found Internet/web information significantly less useful than did those in all other clusters (Figure 2) .
Approximately 55% of Recreationist forest landowners have used at least one form of the 11 proposed communication sources. Five communication methods were used more than others: publications such as books or newsletters (34%), newspapers or magazine articles (34%), Internet/web information (29%), television programs (21%), and field tours (16%). The least commonly used forms of forestry information by Recreationists are: CD-rom (1%), videotape for home viewing (2%), and memberships to landowner organizations (2%) (Figure 1) .
The usefulness of Internet sites to Recreationists is significantly higher than that for Consumptive landowners (Figure 2) . Publications, books, and newsletters (59%), field tours (57%), Internet web information (57%), and newspaper/magazine articles (55%) were rated the most useful forms of forestry communication methods to these landowners (Figure 2 ). Radio programs (23%) were found to be the least useful form of communication.
Almost half of Naturalist landowners have not used any form of forestry information. For those who have participated, the most common forms of communication means included newspapers or magazine articles (37%), publications/books/newsletters (36%), and web information (23%). CD-rom was used the least by these landowners and video tapes for home use were not used by any. Naturalist landowners have used newspapers and magazine articles significantly more than have Consumptive-use landowners (Figure 1) . The methods that were most useful to Naturalists were newspapers and magazine articles (63%), field tours (62%), publications, books, or newsletters (62%), Internet/ web information (62%), and conference/ seminars and workshops (51%) (Figure 2 ). Unlike Consumptive users and Recreationists, these landowners found conferences, seminars, and workshops one of the more useful forms of conveying forestry information. The least useful form of communication to this group was a membership to a landowner organization (22%). They also preferred Internet sources significantly more than did Consumptive users (Figure 2) .
Approximately 70% of Multipleobjective landowners have used some form of communication methods, making them the most active information users of all the clusters. The most commonly used forms of communication included magazine articles and newspapers (45%), as well as publications, books, and newsletters (45%). Both of these print media categories were used by Multiple-objective landowners significantly more than by Consumptive users and Rec-reationists ( Figure 1 ). Field tours (36%) were the next most commonly used form of communication. This method had significantly more past use by Multiple-objective landowners than it did for all other clusters. Television as a source of information was used by 31% of these landowners, which is significantly more use than by Consumptive users and Naturalists. Internet/web sources have been used by 29% of Multiple-objective landowners followed by conference, seminar, or workshop (23%). Conference, seminars, or workshops were used significantly more by these landowners than by Consumptive users and Recreationists. Though it was not used as often as other media, television was used significantly more by this group than all other clusters (Figure 1) .
The materials that have been described as useful by Multiple-objective landowners are the same six methods that they recognized as being used the most in the past (Figure 2) . There was no method that was considered to be useless by less than 25% of these landowners. The least useful communication method to this group was a membership in a landowner organization, which was still rated to be useful by 34% of Multiple-objective landowners (Figure 2 ).
Discussion and Conclusions
Since landowners have varying objectives for their land use, a communication strategy that addresses these diverse interests and objectives may be effective in reaching them with forestry information. Our results suggest that 41% percent of northeastern Michigan landowners have not used any form of forestry outreach material in the past. Approximately half of these landowners indicated lack of interest as a reason for not using outreach materials. Resource professionals should ask themselves why there is such a low interest and what can be done to cultivate interest among the landowners. It may be that current outreach materials do not address the topics that are relevant to specific landowner groups and also that the methods used are not accommodating to landowners' learning styles. To spark interest in forestry messages, it is important to develop information that is focused and relevant to landowner objectives. There are also various means of providing forestry information to NIPF landowners, some of which may be more effective than others. The effectiveness of outreach programs may be increased by eliminating or refining the communication methods that are less useful and promoting those that are more preferred.
Market segmentation allows resource professionals to better understand NIPF landowners in their region and discover the strengths and weaknesses of their current outreach efforts (Kittredge 2004) . The results obtained from this study show that NIPF owners in northeastern Michigan are diverse in terms of their forest ownership reasons. Four distinct landowner groups were identified in the study area and their use and preference for communication methods were analyzed. To be more effective at reaching these landowners with forestry outreach materials, the identified audience segments need a specific communication strategy based on their interests rather than a blanket approach covering all land owners. For instance, Consumptiveuse landowners in this study tend to value tangible benefits (e.g., hunting, fishing, land investment, and production of timber) from their forests, hence, outreach materials targeted to them should address how forestry can enhance these values. These landowners tend to prefer print media such as publications, books, or newsletters for acquiring information. It should be noted that Consumptive-use landowners are active in forest management, yet are least receptive to forestry outreach efforts. These landowners may hold to the idea that they conduct knowledgeable forest management on their lands and are satisfied with the information they already have. This makes it difficult for extension educators, forest managers, and the forest industry to reach them with forestry outreach materials (Davis and Fly 2010) . Designing outreach materials that resonate with Consumptive-users' ownership objectives and presenting it in a way that is appealing to this group could help address the problem of unreceptivity to some extent. In addition, future research could be done to identify and address the underlying reasons behind lack of interest in forestry messages among these landowners.
Recreationist landowners value recreation and amenity benefits from their forest. Forestry education and outreach programs should emphasize how these benefits can be enhanced through forest management. They also should show a concern for the landowners' interests to build a shared understanding of forest values. Since they are less interested in financial returns from their property, messages focused specifically on timber production are not likely to interest them. Instead, messages informing Recreationists of the positive effects of forest stewardship which directly contribute to the health of their forest, as well as preserve visual and recreational values may be more effective. Communication methods that are preferred by this group are print media, field tours and the Internet. Since Cronbach's alpha value for PC3 representing hunting or fishing and other recreational activities in this study is relatively low, it is advisable to take caution when interpreting the results.
Naturalist landowners value amenity benefits gained from their forest property. They value the existence of their forests, enjoy privacy, and desire to preserve biodiversity. However, they do not engage in practices that actively influence forest resources such as hunting, fishing, and recreating as do the landowners in other clusters. They are the least interested in consumptive forest values of all the groups. Messages focusing on maintaining forest health, esthetics, sustainability, and ecology may be of interest to this group. Information about how to be involved in programs such as conservation easements and similar programs that help sustain these values may promote participation in forest management. Similar to Recreationists, these landowners prefer print media, field tours, and the Internet for receiving forestry information. Additionally, they prefer participatory learning methods such as conferences, seminars, and workshops.
Multiple-objective landowners are engaged in a more broadly diverse range of activities, and their survey responses also indicate that Multiple-objective landowners are the most active ownership cluster. They are also the most receptive to forestry outreach efforts. Since many forestry outreach messages resonate with this group, it is not surprising that they are more receptive to such information. This is supported by the findings of Bardon et al. (2007) . The authors found from their study of NIPF owners in North Carolina that communication methods used to attract less responsive groups are also effective at reaching more responsive landowners. All communication methods covered in this study have been used and are rated useful to these owners. Since many of these landowners actively manage their forests compared to those in other landowner clusters, they have a more positive attitude toward forestry-related activities and materials. Davis and Fly (2010) found that as the amount of forest management participation increases, so does the strength of agreement with items related to similar forest management concepts.
The responsiveness of both active and relatively inactive landowners toward forestry outreach can be expected to improve if the message conveyed resonates with their ownership interest, is presented in a form that matches their learning styles, and is provided through the source they trust.
Though market segmentation helps extension educators to better understand their audience, it may not always be feasible to conduct segmentation studies in specific regions due to time and resource constraint. In such a case, it is advisable to move ahead from segmentation and design outreach materials specific to landowner segments already identified by other studies in similar regions. The landowner segments identified in this study are more or less consistent with those obtained by other segmentation studies conducted in different parts of the country (e.g., Joshi and Mehmood 2011 , Majumdar 2007 , Finley and Kittredge 2006 , Salmon et al. 2006 ). Finley and Kittredge (2006) identified three landowner segments in Massachusetts based on their indicated ownership objectives. These landowner segments were named Henry David Thoreau to represent landowners who shared the value of contemplative forest benefits; John Muir to represent a group that shared environmental protection value; and Jane Doe to represent a group that placed undefined value in their forests. Likewise, Salmon et al. (2006) segmented NIPF owners in Utah and found three distinct groups: amenity-focused landowners, multiple-use benefit landowners, and passive landowners. Similarly, Majumdar (2007) grouped NIPF landowners in Alabama, Georgia, and South Carolina and found three different clusters: multiple objective, timber, and nontimber landowners. Joshi and Mehmood (2011) segmented NIPF landowners in Arkansas, Virginia, and Florida and found three distinct groups: bioenergy conservationists, passive landowners, and Multiple-objective landowners. Because the results from these segmentation studies complement each other so well, it may be appropriate to move from segmentation to looking at the segments that have already been identified when designing forestry outreach materials to be efficient and effective in the future.
Landowner groupings in this study tend to differ in the types of communication methods they have used in the past and the ways in which they prefer to receive forestry information in the future. In general, however, a common pattern of use and preferences was observed among the respondents. Publications/books/newsletters, field tours, newspapers or magazine articles, and Internet/web information were more commonly used and preferred. Since a handful of communication methods were identified as useful by all, it is advisable to use these in the case of an undifferentiated audience. Accounting for the similarities and differences among landowner groups, it is advisable when conducting forestry outreach to identify the audience and the ways in which they prefer to communicate. Outreach materials should then be tailored to target audience preferences rather than a one size fits all approach. A market segmentation approach may be an effective tool for identifying landowner audiences within specific geographic area, but locating them, bringing them together, and addressing their lack of interest toward forestry-related topics, as well as reaching them as a group is the next step to truly have an effective outreach.
Implication of the study: Since forest management practices on NIPF lands are directly related to ownership objectives, to increase future forest management activities, the management options should reflect landowners' ownership objectives. Forestry incentive programs and other related landowner assistance programs could incorporate more of the objectives landowners have for their forestland into the options available for financial assistance. Because landowners are diverse in their objectives, goals, and value of forestland attributes, recognizing the individuality of landowners may be helpful as new policies are created and implemented in the future. As seen in this study, landowners have been uninterested and unaware of where or how to obtain basic forestry information. After viewing these results, foresters and other resource professionals can improve their visibility and approachability with their landowner audience.
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